Introduction
Despite robust criticism much of the law school curriculum continues its focus on case law analysis using the Socratic Langdellian teaching model. 1 The overwhelming focus on appellate legal work underlying this teaching model ignores other equally important practice areas and the "how to" of building a sustainable law practice. Competitive intelligence 2 instruction, delivered either as part of a legal research curriculum or as a stand-alone unit incorporated into a corporate law or business organizations course introduces students to basic corporate, regulatory, and transactional documents, and helps students develop the critical decision making and business development skills necessary to be successful lawyers. Teaching competitive intelligence serves two important goals in preparing "practice-ready" legal professionals. One, it helps students develops decision making skills in a context other than the appellate litigation practice environment; and two, it introduces students to the techniques and skills lawyers use to identify, investigate, and develop business leads necessary for a financially viable legal practice.
The first section of this article explores the current understanding of "practice-ready" and explains why a more concentrated focus on business skills is important for law students as they graduate and enter practice in today's legal environment. The following section proposes competitive intelligence instruction as a stand-alone unit that could be incorporated into a corporate law or business organizations course or included in an advanced legal research course as a viable option for delivering the practice oriented training. Section III concludes with practical advice for developing and implementing competitive intelligence instruction.
Understanding Practice-Ready
The literature on the failure of the legal academy to prepare students for legal practice is not new. . 2 Competitive intelligence is a systematic three-step process that transforms random data into strategic knowledge. First, relevant external information is identified and collected. Relevant information for competitive intelligence purposes is typically data about marketplace position, historical performance, employees, executives, assets, strengths and weaknesses, and future plans. In step two, the data is analyzed and interpreted. Last, the transformed data is used to develop both short-term and long-term strategic business plans. In short it is understanding the difference between information as knowledge and information as intelligence that creates and supports actions. published "Legal Education and Professional Development -An Educational Continuum," commonly known as the MacCrate Report. The report was the work of the Taskforce on Law School and the Profession, which had been directed to analyze the gap between the legal academy and the practicing bar. 3 Proposing that professional competency is a life-long journey for lawyers, the MacCrate Report taskforce stepped back from the notion of a gap separating the duties of the legal academy and the practicing bar and advised that both entities had an equal obligation to educate and train lawyers. 4 The
Taskforce then identified ten fundamental lawyering skills: problem solving, legal analysis and reasoning, legal research, factual investigation, communication, counseling, negotiation, litigation and ADR, organization and management of legal work product, and recognizing and resolving ethical dilemmas. As a first generation student I found this mentoring and feedback invaluable. 27 See MacCrate Report, supra note 3, at 5 stating that many practicing lawyers believe that their law school education "left them deficient in skills that they were forced to acquire after graduation. Today's law firms no longer take on and manage this burden for a variety of reasons including, among others, reduced profits due to competition from non-legal entities and para-professionals; 28 clients more interested than ever in controlling outside legal costs; 29 the impact of technology on routine work; 30 and a lack of interest in investing in lawyers who are unlikely to stay with the firm for the long haul. 31 As a result, law schools need to bring to the curriculum opportunities for students to engage in and be assessed on problem solving and decision making, and to explore and practice concepts that underlie business development and client management. Our goal as legal educators should be to "provide students with educational experiences that will make explicit the connection between theory, skills, and values so that students understand the professional context of what they are learning."
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Developing Decision Making Skills
My objective as a law school instructor is to develop decision making skills in my students in
problem-based learning situations that replicate the legal work place. I want them to develop the ability to synthesize insights from different and often conflicting information sources and design a solution that works for this particular client in the particular circumstance. As Professor James B. Levy notes, "the critical thinking and problem solving skills at the heart of 'thinking like a lawyer' are more important than ever given a job market where lawyers may increasingly find that only the most intellectually prepared get hired to handle difficult tasks that cannot otherwise be commoditized and outsourced to cheaper, leaders. This literature focuses on the "human intuition" versus "fact gathering and analysis" responses in decision making by executives and leaders. Humans are "irrationally influenced by the first information received on a particular subject-it becomes, as decision researchers put it, the 'anchor' that determines and distorts how we process all subsequent data." 34 In addition, humans are hardwired to see and apply patterns to force new situations into old patterns. 35 The resulting big picture is this: our inability to deal with prolonged ambiguity means sustained exploration of the alternatives-the very skill needed for intelligent decision making-is lost. 36 Kahneman draws a similar distinction in his work Thinking, Fast and
Slow, but adds a third combined type of thinking called "intuitive expertise" that combines the speed and effortless of human intuition with the slower and more deliberate fact gathering and analysis. "Intuitive expertise" thinking occurs when an expert or experienced individual approaches a problem. This third type of thinking develops in a professional when she has an opportunity to practice in an environment that provides current and high-quality feedback.
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The best solutions to the instructional challenge of teaching decision making skills force our law students to over-ride natural inclinations to take the first answer and challenge them to process multiple alternatives to reach the best solution for the particular client. Students need to learn how to devise and advise on a "best-case" answer for a particular client through exposure to problem-based learning situations that have no clear answers; they need to learn how to locate and synthesize often conflicting information; 38 and they need to learn how to present and defend a particular "best-case" answer; as well as, how to receive peer and instructor feedback.
Introducing Business Development Skills
A law partner whom I admire put it succinctly when he said, "Successful lawyers spend 90% of their day being entrepreneurs." Although we might dispute whether 90% is an accurate data point on the spectrum, successful lawyers more closely resemble entrepreneurs than most of us like to admit. And although some law schools offer law office and practice management courses, business development is not a core course in the law school curriculum. Networking, marketing, and business development (a/k/a building a book of business), and client relationship management are challenging and may be scary processes for law students to envision. As students they are evaluated and graded based on parameters they understand and control. Students who prepare for and are intellectually present in class, study for exams, and write the paper or complete the project in a timely and intelligent manner will likely do well. In the real world the quality and caliber of a lawyer's work is one factor among many, including many over which a new lawyer has no control. In this environment, professional success can look like an ever-distant mirage.
Many law students have little experience developing and maintaining professional and business relationships and may not realize the work, time, and skill it takes to develop and maintain such relationships. Even the vocabulary may be new to some, for example, ROI (return on investment), RFP (request for proposal), and RFI (request for information). They may "realize that marketing and business development are part and parcel of being a successful lawyer and essential to operating a successful law firm," 40 but they don't necessarily know how or where to start.
The big business of developing business 41 can be broken down into two separate skill sets: management of and relationship building with existing clients; and the development and generation of new business. Existing clients want more than excellent legal service, reasonable bills, and common business courtesy. 42 Clients want business savvy lawyers who understand their business. 43 This knowledge can run the gamut from understanding their products, share price, markets, regulatory and competitive environments, and personnel issues to management succession planning. In short, they expect their lawyers to be part of their team, watching the horizon for the good and the bad, and to be conversant in everything from ROI and EPS to factors underlying management and executive decisions.
Law students may not know it, but every lawyer knows that business generation is the key to a successful practice. Every successful solo, mid-size, or large firm has rainmakers, either home-grown or The amount of practical experience differed significantly by tier. For instance, for the schools in tier one, the median was only 1 year and the mean was 1.79 years; 45.6% of the entry-level tenure-track professors hired by these schools since 2000 had no prior practical experience. Conversely, for the schools in tier four, the median years of prior practical experience was 6 years and the mean was 7 years; nearly 86% of those professors had some amount of prior practical experience.
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Newton asserts that such data supports Professor Alan Watson's theory that most law faculty join the legal academy because they have a "strong distaste for the practice of law." 51 If Newton's is assertion is correct, law faculty mentoring and training of law students will focus on their area of expertise -the substantive law context, and how to form a study group, prepare for class, write an exam, or apply for a judicial clerkship; skills that do not necessarily translate into developing and sustaining a successful law practice. Given this, competitive intelligence instruction is a viable and easily implemented option.
Teaching Competitive Intelligence at McKinney Law
Since the fall semester of 2010 all second-year law students at the Indiana University McKinney School of Law ("McKinney Law") take a required one-credit legal research course that builds on the first year's legal research instruction. 52 The 14-week online course is taught asynchronously in the spring, fall, and summer semesters and letter grades are awarded pursuant to the McKinney Law curve standards for required courses. The course was developed and initially taught by a team of four dual-degreed law librarians who each brought a particular research or practice specialty to the mix (i.e., health, corporate/business, copyright, and insurance litigation). Two of the original design and teaching team also 48 In the first year JD program, law librarians are invited by the clinical writing instructor to provide research instruction in the required Legal Analysis, Research and Communication course. The invitation is at the discretion of the writing instructor and averages three 55-minute sessions per semester. Each individual writing instructor determines the number of research sessions and the content to be delivered by the law librarian. This structure leads to inconsistency in research instruction across the student population. One of the major goals in creating the required second year research course was to resolve this inconsistency in research instruction and bring all the students to the same skill level. had significant private law practice experience. The course is currently co-taught by four dual-degreed law librarians with experience in health, copyright, and corporate/business law; only one of which has law practice experience.
Brent E. Newton, Preaching What They Don't Practice: Why Law Faculties' Preoccupation with Impractical Scholarship and Devaluation of Practical Competencies Obstruct Reform in the Legal
In designing assessments we followed the advice in Best Practices to "follow the lead of other professional schools and transform their programs of instruction so that the entire educational experience is focused on providing opportunities to practice solving problems under supervision in an academic environment. [As] [t]his is the most effective and efficient way to develop professional competence." 53 Since its beginning in 2010, the second-year legal research class has used basic simulations to assess student learning. That is, we sought to ask law practice questions based on hypotheticals rather than what are often called bibliographic treasure hunt questions. In addition, we expanded the area of inquiry beyond those topics typically associated only with the courtroom or litigation practice. In some semesters all the assessments relate to the same client, for example, a family-owned organic farming corporation or golf course franchise. The use of the same client lets instructors ask deeper analytical and application questions, and gradually introduce additional facts as new issues develop.
Course assessments mimic law practice situations with questions that have no "right" answer.
Research hypotheticals with multiple "right" answers give students opportunities to practice "how to do more than analysis." 54 The hypotheticals require students to assess the client's situation, determine relevant facts, identify solutions, and provide advice. Students move from academic classroom performance to thinking like problem-solving lawyers. 55 Based on their legal and factual research, students are graded on how they advise the hypothetical client by choosing the best alternatives from a range of options and on how they explain their choices.
As I have noted in writing about the flipped classroom and problem-based learning labs, 56 law professors should avoid teaching strategies that promote a "linear or step-by-step approach [ 
Adding Competitive Intelligence to Second Year Legal Research: The Backstory
Having practiced law, I was concerned by the limited opportunities in the law school curriculum for our law students to develop fundamental decision making skills in the corporate and transactional contexts. Even more so, I was concerned by the lack of basic corporate, financial, and transactional knowledge many students exhibited. Basic accounting principles, financial terms and metrics, hands-on use and knowledge of corporate formation and regulatory reporting documents, and engagement with the financial press were relatively unfamiliar to many students. To help fill this deficit or perhaps to add a dose of reality to law school, I advocated for and developed a one-week unit on competitive intelligence and introduced it into the second year legal research course in the Fall 2012 semester.
The unit introduces the concept of competitive intelligence and its role as a business development tool. I keep it simple as the topic is given only one week in the one-credit legal research course! Students learn how successful lawyers gather and transfer data into strategic knowledge that informs and drives their planning and actions. 59 The unit focuses on identifying relevant data; gathering and comparing the data in a systematic manner; and using the data to advise a client on a business opportunity. Although I note the more complex and advanced concepts of benchmarking and market analysis, we do not have time to delve deeply into those concepts in this introductory unit.
For many students this unit is the first time they have examined (or even seen) corporate organizational documents, financial statements, and regulatory filings with the Securities and Exchange
Commission and relevant Secretary of State. Similarly it is the first time many have been asked to research and draw conclusions about corporate ownership, management, stock prices, corporate financial wellbeing, and business strategies. Typically the competitive intelligence unit:
 includes a brief historical overview of competitive intelligence and its roots;  distinguishes competitive intelligence from corporate espionage;  introduces business, corporate, government, social media, and news search engines and resources;  discusses and demonstrates cross-checking and weighing inconsistent data;  demonstrates how to develop relationships between different data; and  includes an opportunity to advise a client on a course of action by relating data and explaining conclusions drawn from these relationships.
One of the learning objectives of the competitive intelligence unit is to encourage students to engage with and challenge the information. I want them to extrapolate the unsaid or deliberately subverted, and to ascertain the "why." I want them to question the tone of and motivation behind the information source, as well as to identify conflicting data and resolve inconsistencies. In short, I want them to be analytical and reflective, or in other words, to adopt an attitude of "Don't believe everything you
There are a number of real-world practice examples that can be used as the basis of a hypothetical used in the assessment. The goal is to create a hypothetical that requires the students to identify and synthesize information and draw an analytical conclusion. Successful assessments are as varied as one's imagination and can easily be tailored to the law students' interests. Identifying and analyzing information for any of the following scenarios are good options:
 evaluation of estate or marital property assets;  preparation of a client pitch letter or book;  client report on a merger or take-over target;  analysis of a business expansion opportunity.
Although brief, the unit develops decision making skills as students weigh competing information from a variety of sources, including basic corporate organizational and regulatory reporting documents, and advise a hypothetical client on a course of action. The unit also improves their factual investigation skills since many of the information sources are non-legal and fact-based. Introducing these materials and developing these skills in law school positions our students to better represent current clients, manage client relationships, and develop new business from existing and prospective clients once they enter the practice of law.
Competitive Intelligence at McKinney Law School Continues Its Evolution
In the 2015 summer session, I made significant revisions to the way we assessed the students in the competitive intelligence unit in the second year legal research course. The students were divided into 28 random groups of five students to produce a brief company profile on one of two Indiana-based publicly traded corporations. The excerpted scenario was as follows:
Your law firm learns that an Indiana corporation (the "Corporation") is searching for new outside counsel as the firm that currently handles much of its legal work has dissolved. The Corporation has issued a "request for proposal" (RFP). An RFP is an opportunity for your firm to detail to the Corporation its expertise and pricing strategies. However, before 60 "Do not believe in anything simply because you have heard it. Do not believe in anything simply because it is spoken and rumored by many. Do not believe in anything simply because it is found written in your religious books. Do not believe in anything merely on the authority of your teachers and elders. Do not believe in traditions because they have been handed down for many generations. But after observation and analysis, when you find that anything agrees with reason and is conducive to the good and benefit of one and all, then accept it and live up to it." -attributed to Buddha.
the RFP can be prepared, the firm needs to better understand the Corporation and its legal needs.
Students received a checklist of the kinds of information to include, or not, based on its relevance to the corporation they were profiling. The information options included basic factual details such as state of incorporation and c-suite officers, and more complex discussions of industry trends and litigation risks.
Students were cautioned that they were preparing the profile for busy lawyers and that the profile had to be more than a data dump. As such the data that the group chose to include had to be relevant to facilitating a better understanding of the corporation and its legal needs.
The assessment was graded as follows: 70% of the grade was based on the work-product (i.e., the company profile); 15% on the evaluation of a different team's company profile; and 15% on evaluations written by fellow team members. The groups were randomly assigned to replicate law practice environments (i.e., you don't get to pick your friends in a law firm) and to keep the peer-evaluations legitimate. This newly-revised assessment enabled the instructors to bring in team work and peerevaluation components to a hypothetical based in a non-litigation context.
Teamwork is itself a skill worth teaching in law school. 61 Working as a collaborative team, students create one final shared product. Collaborative work produces a better final product as a result of the group's interactions 62 and has a profound impact on learning. 63 When students have to combine their ideas, skills, and experiences to create a shared product, they do more than master the material and produce a product. 64 "They also learn about their biases and assumptions, strengths and weaknesses, and
Team members evaluated each other on their professionalism and contributions using an online peer evaluation form. The evaluation form included the following questions, and allowed students to award each other a value of 1 (poor) to 5 (excellent):
 This group member fulfilled his or her responsibilities for the project.  This group member demonstrated creativity or thoroughness in his or her research for the project.  This group member made a valuable contribution to the project.
Student-evaluators could also include textual comments about outstanding contributions or concerns about a team member's performance. The peer comments were anonymized and shared with the students.
Most student-evaluators awarded high marks to their colleagues. None of the 140 students in the class used the textual comments option. The overall general feedback given to all students suggested that students would have appreciated learning why they received lower ratings. In the future the assignment will encourage student-evaluators to include feedback to students with awards of "3" or less.
The standard McKinney Law student evaluation questionnaire (which is anonymous) was administered at the end of the 2015 summer session of the second-year legal research course. The questionnaire included the following three questions (among others that addressed other aspects of the course):
 It is likely that I will use the skills used in preparing the company profile/briefing report when looking for a job and/or when developing legal business when I start practicing.  There was value in reviewing the company profile/briefing report of my fellow students.  It was a valuable experience to work in random teams on the company profile/briefing report.
Students respond to the evaluation questions on a scale of 1 to 5 as follows: 1 (strongly disagree), 2 (disagree), 3 (neutral), 4 (agree), 5 (strongly agree). Space was provided on the evaluation form for students to write additional comments ("text comments"). The students in the 2015 summer legal research course were informed that the instructors were particularly interested in their feedback on the group project as it was a new assessment in the course. Out of a possible 140 responses, there were 72 responses (51.4%). Thirteen students submitted text comments that were relevant to the group project.
The results of the student evaluations 68 are summarized below. Responses as shown in Figure 1 above: 57% of the students responding either agreed (30.6%) or strongly agreed (26.4%) that the skills assessed in the group assignment were skills they would use in either job hunting or in developing business once they started practicing law. 25% of the students responding either disagreed (9.7%) or strongly disagreed (15.3%) that the skills assessed would be used in job hunting or in developing business. 18.1% of the students responding expressed no opinion on the question (neutral).
Two text comments dismissed the group project as a "business" problem that had nothing to do with legal research or law. As noted above, the group project evaluated and assessed an existing Indiana corporation as a possible new client for the law firm. In the future I plan to use a hypothetical based in either a divorce settlement or will administration context. Changing the context will work to remind students that "business" is in most legal contexts and that lawyers can't leave everything to the accountants if they are going to serve their clients well. Responses as shown in Figure 2 above: 37.5% of the students responding either agreed (26.4%) or strongly agreed (11.1%) that completing the group peer evaluations was valuable. Similarly, 37.5% of the students responding either disagreed (18.1%) or strongly disagreed (19.4%) that completing the peer evaluations was valuable. 25% of the students responding expressed no opinion on this question (neutral).
Question 3. It was a valuable experience to work in random teams on the company profile/briefing report.
Figure 3
Responses as shown in Figure 3 above: 29.2% of the students responding either agreed (16.7%) or strongly agreed (12.5%) that working in a randomly assigned group was a valuable experience. 50% of the students responding either disagreed (23.6%) or strongly disagreed (26.4%) that this aspect of the assignment was valuable; 20.8% of the students responding expressed no opinion on the question (neutral).
All thirteen students submitting additional comments on the group project spoke to the difficulty and frustration of coordinating the group work when students were not on campus for the summer.
Ironically one student noted how difficult it was to collaborate because the students had to "communicate electronically." A few students noted it would have been easier to simply complete the assignment individually. No students commented on the "random" assignment of the members to the groups. We know that many students take the legal research course in the summer because of the flexibility the asynchronous online delivery gives them and because the credit load helps meet the financial aid requirements. Given this, I should have better prepared them for the nature of the group project by providing more specifics in the syllabus.
The text comments also reflect the student's perception that "online" courses are "solo" work and somehow incongruent with group work. I admit it was not something that I even considered as I have completed many online courses as a student and all of them involved group work across time zones, and in some cases, across continents. The syllabus clearly noted there would be a group project and included some basic parameters. In the future, it might be advisable to more fully describe the project.
It is apparent from the text comments that I overestimated my student's familiarity with the various online meeting options that are available to them. I incorrectly assumed that they would use the various options available to them as Indiana University students or alternatively, the free online alternatives. In the future the course materials will include information and tutorials on how to use these meeting technologies to meet "in person" to help them better manage this aspect of the project.
As noted in Figure 1 above, 57% of the student responses indicated that the skills taught and assessed in the competitive intelligence unit will be of valuable to them. This indicates some pedagogical success, even though there is some tweaking to do with the design of the group aspect of the project.
Given all the factors, overall the introduction of the group project into the online legal research course was successful.
We know that multiple-choice questions and citation questions "measure lower order cognitive skills in the remember and understand categories of Bloom's taxonomy." 69 Therefore to determine if our students are learning the higher order practice-ready skills that we set out in our learning objectives, we need assessments that require students to "transfer knowledge through practice with real-life activities" (i.e., authentic assessments). 70 The effectiveness of our instruction is measured by whether our students are really learning these higher order skills. I redesigned the competitive intelligence assessment because I believe that combining project problem-based learning and team work into an assessment that requires contingencies that real-world problems represent.'" 73 For an assessment to be authentic, students must be able to demonstrate their skill acquisition. 74 In the competitive intelligence unit, students demonstrate their abilities by delivering quality work product that requires both legal aptitude and client management skills.
My main goals are to familiarize students with the concept of competitive intelligence and to provide them with a basic understanding of (i) which data to identify and locate, (ii) the importance of challenging and connecting the data, and (iii) how to organize and translate the data in to advice for the particular client or for use to develop business. In addition, a secondary goal is that students understand professionalism, standards for work product, and how to work on a professional team through their work on an authentic assessment that mimics real world work and working conditions. The redesigned competitive intelligence assessment using group work and peer evaluations fulfills these goals.
The Next Level: Competitive Intelligence Instruction as a Simulation
The opportunity to introduce our law students to business development and decision making skills via the competitive intelligence unit in the second year legal research course has been a successful curriculum expansion. Building on my legal research teaching experience and my experience teaching international LL.M. students using a flipped classroom, 75 I was given the opportunity to design a
The New ALR Course
Rather than taking the traditional approach of simply providing more instruction on the legal information resources and topics covered in our first-and second-year legal research instruction, we are designing the course as a simulation. The semester-long course simulation will involve a publicly-traded utility facing the challenges and impact of new environmental statutes and regulations. The course will explore the issues the publicly traded utility faces in specific legal content areas -environmental and natural resources law, intellectual property, corporate law, and international law.
The 14-week hybrid course will consist of online instruction and in-person lecture and lab sessions. Before class, students will access online instruction, which will include text, screen casts, video, and podcasts. The in-class sessions will include brief review presentations by the instructor and the opportunity for student questions. The remaining in-class time will be problem-based learning lab sessions involving collaborative work under the guidance of an instructor.
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Competitive Intelligence Unit in the New ALR Course
The ALR course will include eight hours of competitive intelligence instruction. This additional time provides the opportunity to step back and delve deeper into decision making and business development using real corporate documents in the context of competitive intelligence instruction. The increased time also allows for a more complex and challenging authentic assessment. Each in-class session will include a related problem-based learning exercise that will be completed during the lab portion of the class session. The ability to practice and receive feedback is critical to the development of legal skills, and the exercises will include immediate peer and instructor feedback.
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The capstone project for this unit will be an 8-10 minute presentation on a publicly-traded corporation. The students will serve as legal teams with members randomly assigned for this project. The audience will include a member of the local bar who will serve as the general counsel of a corporation (the "GC") interested in doing business with or merging with the corporation. The presentation will include not only a corporate profile, but also advice to the client to proceed or withdraw from the proposed business transaction. In addition, the instructors will serve as corporate personnel. As in real life, the GC and the corporate personnel will interrupt to ask questions and challenge the advice given by the student team. There will be no right answers. The student team will need to think both analytically and creatively to identify the best option, not necessarily the right answer, and to advise the client.
78 See Lemmer, supra note 25, at 481-483, discussing problem-based learning labs and active learning. The following outline describes generally the topics to be covered in the competitive intelligence unit in the new ALR course.
Topic One: Critical Thinking Skills Description: "Thinking" is actually a skill that can be learned and improved. This requires some understanding of how individuals process and react to information. Developing and improving thinking skills is a life-long activity for all and especially for those entrusted with guiding and assisting others in resolving their legal matters. Topic Seven: Business Development Wrap Up Description: Business development will be part of every topic, but will include a wrap-up.
Assessment: Company Profile Presentations
Description: In an 8-10 minute presentation to a member of the local bar, who will serve as General Counsel for the client, students will advise the GC whether to proceed or withdraw from a proposed business transaction. . Students may use professional software of their choice in the presentation.
There is no one right answer for developing practice ready legal professionals. As Fanlund writes, the "skiIls that graduating law students most need depend on the type of work they pursue and the abilities they had prior to entering law school." 80 A unit on competitive intelligence enhances the decision making and business development skills all law students will need to be successful practitioners. The added 80 Fanlund, supra note 24, at 9.
benefit for those students interested in legal careers outside the courtroom, or for those whose courtroom interest lies in commercial litigation, is the corporate and transactional context.
Conclusion
I may be one of the anomalies in Professor Watson's research and conclusions. 81 My route to the legal academy came as a result of a series of right-angle resume turns that often happen in two-career families. I practiced as a corporate and transactional attorney for nearly ten years, and my years in practice were intellectually challenging and satisfying. I worked on interesting and challenging transactions, often for international clients. Once a colleague came into the conference room in the post-midnight hours, when we were all a little ragged, and said, "Catherine, we are nothing more than truck mechanics. We take it all apart, put it back together a little differently, and just hope there aren't any pieces lying on the floor when we are all done." That story has stayed with me long after I've left the practice. It is a perfect reminder that successful lawyers are both legal analysts and pragmatists and in all instances attune to their client's needs.
Lawyers are practitioners who work to resolve a client's legal issues -to resolve legal issues, she or he must have the requisite legal knowledge, skills training, and professional acumen. The difference in how law students evaluate their level of preparedness for practice compared with how practicing lawyers who work with these same law students rate their preparedness, suggests we are not developing the right skill sets and professional acumen in our law students. The addition of competitive intelligence instruction, particularly in the form of a simulation that works as an authentic assessment, responds to students' need for executive thinking and decision making skills in the corporate and transactional context. Competitive intelligence instruction using authentic assessments is one option to develop practice-ready legal professionals who are well versed in business development and networking and ready to contribute to the financial well-being of the firm. 81 Newton, supra note 51, at 130 citing Watson at 29.
